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LGS A: SLLTWS SLBenT o6y (50 LeterlaseT)
efleor 01. HSLB60T SyU16Yy (Case Study)

@B [B16MEULUITEIT 2.600T6Y UGS S HBHITINS NS 2 (IH6UITE &5 6V: “Green Bites” @) 60r
LI LI 6BoT LD :

sl NpCsasenssd GaIHS MINMe eTedTLIouf "Green Bites” eredrmn Quwifley @@ S
SpCITEHWIDTET 2 awrey euewllBSms WTOUSSTT. g eueilsd Guibhens
2 _6uOTe &6 (Organic snacks), LSW LIDEFFTMISET W0HMID BCTITEHWSH H&HSHMD
Q&ML BISTGOUTENT G)VHETHE QSTeTL STeuT HlgLiLenLulleumer 2 awore|serfley
HEUETLD QFNSSIFMS!. STHLSH L 6 F MUl 2_euwreussL (Café) eneuid GWIMIS W BTV,
LIQUILIQUIMES &SNS 26T SMIGeT WwHmibh e aMEBCwWms QFwedser epeuld
@ eneorieuld e BIGWNSESSH MHE& llifleyL1H &S eorimi.

SLCITHEBWDLTaT 2 e D& Gilss elfiiyariey ASsTss G 6TD
GUTHIQILD, BIOMEL LIV FeUTL&EEMeT THFOSTTRMTT. aipssInmear &ifls 2 ewrey
N@LILARSEELET @ULIGLEUNsS, U HESIGuTT jaurs swrfllysener  elleneu
2 WIHSSTHE SOHSBTDrT. SSLET, alemeulsd) <FHs SHaarhd QFsISHID
BSICUTHSES Qubema wohoih pCrrselwnmear 2 aorelldr QUK WIS
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esaflaumss QsTLILUGSSIMROD Suf Srulu@GSory. FHmd Sars ApHs
@VEGEF FHenGHEMUI (Target market) HeMLITETD SmevorLB b A riiuGS oy, Gsid
ENDWITEDT FHeNSL LIGLILIMTES 2 55 (Segmentation strategy) @607 Sevrgl SWMIILILGemaTL
Qurgieumesr  WempUWiley FHOSLULUGSSBDTT. eugs  aflaribuy  WPWMHRS6T
WESEHWIMES QLULOLE &Fensd 20L&l UBSHneTE FTiHECS 2 eterer, @ene
@i jemrieney gHLIBSS TN USIITET UM SSUITeT] ellsaurasens (Loyalty)
2 HAUTEGUTHMe. GOSN, 255 ACTTEHRW 2. 60Tey UTSSSBTLOR G LIS®BHS
2P efHs aumbd CuUTLy WHMID HSFCuTY eNELILBIS 0 gHU@L THMH ST
BIOTEY FOTgl UaTIFR MG SHEHMUSHSISH QSTHTEUMSE &IQ6ITLOME G GO, Sjau
QUCUNME sergl FHmSLULRSHM 2 SHenw GUILGSSD, USNEUTET QUITSSSBTLN
SIMLWIMTHMNS 2 (FEUTHSD WDMID SOTH  CUTIL.ENSWTATISEMeTE S DLILITHL
Ul Qamerareyid aullGeners G5B MITH.

GLOG6v 2 6 HL(Remiy Syiadleir 9 LinemnL.ufiev LNesreuqpld oNeorTs: & EH S G
allemLwefl & alb:

a) FhHemsL LUGLILITSHSELD (Market Segmentation) eredTLIEM S U6 LIS SI, "Green Bites"
GUIMEITM (B 6U6TTIHEH MG AHH6T WNEBWSSEMS 6T 5.

(10 Lyeirarfl s eir)

b) BIOMEL HeueTd QFNG S Caustriqul Qevs& s Fhensll LNfleysener (Target market
segments) Q{6 WIMTEITLD &6v0T(H 66T (55 5.

(10 Lyeirerflgseir)

¢) BIOMeL THTQ&TETEBLD @) Tevor(® (&SI &HemaLILB &S5 60 & 6UTEL & 606N
SVBSINTWITLY, QUITHBSSELOMET Biaysenerl LI HaenTsss.

(10 wyeirerflas6ir)

d) @emevorwieuidl (Online) tommib GBI (Offline) wWemmasnarL! LiWeTLIQSSH HBInmey
STl SNGTLOLIT 2 G&) & emear ereueummi GOLhLIBESEVITLD 6TETLIENS eN6Ts: & &.

(10 Lyeirerflas6ir)
e) "Green Bites" euewfl &G EH H&:Mer 2(H SWOT LiGLILMUIemne GG & TeiTss.

(10 yeierfl&se6iT)

(@urgsth 50 Lyeirterfl & 6ir)
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UGS B: GJ‘GQ',@]‘LEJ @revor(® (2) eNleoTITE & EB &G eflemLwerfl & ayLh (50 Leierfls6iT)
efleor T 02

@eremmw  SOmedlSEE WHmID FsL GUTLY Blanmhs eauellas  @edd,
QBTHLWNMETCOUTT UG SHSWTETIHEET FIHGSHah BTl ST aueTiFHeanus
BHEesMasESEN HWg SWMflysedr nHmih eflemeulld 2. 5HEmer SIS
QeSS GCealetorild. @M SWTHlL STlCUTESH ealeumn o HaurS st
ceaTUmSL  UIlBaI0sTaTeugId, QUTGSSIOTET aNeneulle)  9amIG LN DS 6T
CaIBHOSHLILIGID BISTCTT LEVENeRTIa, Fhend HlemelILBSH60 WHMID TLIGS
Heoof | F oML LITH &G LD.

a) 2. MHUSHEF &PME (Product Life Cycle - PLC) 6T6ITLIENS 6UMTWLMIS S, 3G 60T
B160I160 8 6w 6TE G M) 61600118 16165 @5 &G L1 @\LIT(H &5 L0T6T 285 IT[J 6007 151 8 615 L 60T
ellens: & 5.

(10 Lyeiterfl g eir)

b) eUI&SSEMNW (Branding) LOMHMILD eflemevuilev 2 &8 &6iT (Pricing strategies)
QamEleLWenaTCaT HLg STl &Emens FHanguls CaumuBSH & &L
TEUEUTM 2 566 60T 6UT 6TEITLIEN S el 61T & 8.

(15 Lyererflas i)
(Qu:rrg'g‘,u': 25 Leirerfl & 6iT)
efleorr 03

BIGTCNTT BLSMS 6TeiTLIS! Sl BLITHEBD GW&HHEBLI ereueumey Wl maih
BFevr6UHM6ITS CHTHRSHERMTTSHET, UweTL OSSR MTIg6T LOM/MILD
SLUUDOLILGS SR OTTS6T GTEOTLIEN & QLMWL & BIDHUWITSLD.
Qs THlLWEETCTETL QUTISSOUEOT, HSHTCauTT R@H GLITIHENET 6UMMHEIGSHDE
etrenitd LetTenith &L 681 QFL@ILD BleneL&SEN6TULD, 2 6uTTE 6 60T 2 EmIE LN M & EDETLLLD
2 GUTIOSHEM6TUD  QUGAIMSGID  &rgevlsaeTwd  LAbsOsTaTeus LW eerer
FHEOS LIRSS 2 55 &6 2 (HaUTeGaSNE SuAWLDTESLD.

2) BIGFGaTH SILMerd eT(h&ELD Q& wepenmeni (Consumer decision-making process)
eflens: &), @@ UHW swrHliienus &hansliLB SSIhCLMNS:!
QsTALWENETCTT IR UTH BleneuUNELD 6TEIEUTY QIEFRMITE S
QEYISFHEVITLD 6TETLIENS 6618 (& 8.
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(15 Lerrerfigser)
b) HSTGEUTT Q&TeTeUeTeY HL-G6&Ulle 'LjeusnieunTiey’ (Perception) LOMHMILD '&HMHMEV'
(Learning) S5, WeuM 6T HTE &S0 S @) 6urhien s U6l (hH & QLITHE &L TeuT
2_GITI600T IS eM 6T LIWETURSS LIGLILIMUIG Q&FuIss.

(10 Lyeirerfla )

(QOITS S0 25 Leirerfl & 6iT)

efleorir 04

etreupld HemeuLliLsefleL 8H@ID RHBMEG (5) P\ GMILILIS 86T T S18:
(26U UMTEITI GG LD 05 Ly6Ter{1&6iT)

a)
b)
c)
d)
€)
f)

BUITL.GEMSWITETT 2 M6 GLeuTesTemnin (CRM)

REHBIH T HS FHMNSLILGSSE) Q&ML (IMC)

@ ememorwleuid LoMHMILD GBI FHensLILIB S SH6v (Online vs offline marketing)
QUGS SHBTD NG 6euUreELd (Brand loyalty)

P HEDLDWITENT FHeM G LILIBIGS6V & (B S (Holistic marketing concept)
uriflud @6 (Macro environment)

(QOIS &L 25 Lyererfl &eiT)

-uSILlemwuenLw sl -
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